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people, events, techniques
Large Companies, Particularly Banks, Insurance Companies, Utilities,
Increasingly Favor Employee Stock Purchase Plans, NICB Reports

A growing number of large com
panies, particularly in insurance
and banking and in utilities, are
establishing stock purchase
for their employees, the National
Industrial Conference Board re
ports.
The NICB reveals on the basis
of a recent study that by spring of
1966, 21 per cent of the companies
listed on the New York Stock
Exchange had stock purchase
plans in effect for all or nearly
all of their employees. The figures
reached 36 per cent for insurance
companies with more than 200 em
ployees
25 per cent for com
mercial banks with deposits of $100
million or more.
For electric and gas utilities, the
percentage rose from 26 per cent
to 41 per cent between 1960 and
1966, as compared with a rise from
12 per cent to 22 per cent for
manufacturing companies during
the same period.
Only a few of the
require
employees to subscribe for a spe
cific number of shares at a
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price which must be paid regard
less of what happens to the market
price. Many more offer certain ad
vantages to the employee in stock
purchase over those which
out
sider would
About half the
analyzed by NICB allow em
ployees to buy stock at a discount
and many match all or part of the
employee’s contribution toward
stock purchase.

Six plans popular
Six major types of plan were
used by companies having stock
purchase plans for employees,
NICB found. These were:
1. “Corporate-Employee Month
ly Investment” plan. The employee
authorizes payroll deductions un
der these monthly investment plans
(MIPs). These are sent to a broker,
who opens an account for the em
ployee
buys full and frac
tional shares for the account at each
pay period. This is fairly common
among most — 30 per cent — of the
other companies having such

but comparatively rare among
banks and insurance companies.
Less than 10 per cent of them use
this system.
2. “Market - Purchase” plans.
These are quite similar to the MIP
plans, except that the company
performs the broker’s function for
the employees, collecting payroll
deductions, buying stock on the
open market, and distributing full
shares to participants. This is found
quite often among insurance com
panies, 46 per cent of which use it,
and banks, 26 of which employ it.
Overall, though, only 15 per cent
of all NYSE companies with stock
purchase plans favor it.
“Loan Arrangement” plans. Here
employees borrow money from the
company to buy stock, authorizing
payroll deductions to pay off the
loan. This is most
among
banks; 43 per cent of them use it.
It is comparatively rare with all
other companies.
“Stock - Purchase-Option” plans.
These are very similar to the ex
ecutive stock option, except that all
5
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One-fifth of Top Jobs

: People, Events, Techniques

Go to Outsiders,

Survey Finds
Nearly one out of five top man
agement promotions went to a cor
porate newcomer during 1967, ac
cording to a recent study of execu
tive promotions.
The study, conducted by R. M.
Schmitz & Company,
coopera
tion with Dr. W. A. Owens of Pur
University, is based on re
sponses to questionnaires received
from 365 executives whose promo
tions to president, executive vice
president, and vice president were
announced during the third and
fourth quarters of 1966.
Although 45.6 per cent of the
executives promoted to top posts
have been with their organizations
for more than 15 years, the study
found that 30.7 per cent have been
with their firms five years or less
per cent have been with
their present employers for less
than a year.
Other findings revealed in the
study include the following:
• The median annual salary for
presidents and executive vice presi
dents ranges from $40,000 to $60,000, and from $30,000 to $40,000
for vice presidents.
• The average age of executives
in all three categories is nearly the
same—48 years for presidents,
for executive vice presidents,
and 47 years for vice presidents.
• Of the wide range of indus
tries represented in the study, those
accounting for the most promo
tions, in order, were food, fab
ricated metals, chemicals, and
public utilities. These industries
showed no significant difference in
compensation patterns except
utilities, which ran under the aver
age compensation of the others.
Among the executives promoted
during the last half of 1966, 79.4
per cent hold some degree, 15
per cent attended college but never
graduated, and only a little
than 5 per cent have high school
education or less.
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Production of Industrial Robots Expected to
Rise Sharply by Mid-1968, Manufacturer Says
Unimate industrial robots—ma
chines that can perform simple,
repetitive industrial operations—
will be built in England under li
cense from the United States pro
ducer, Unimation Inc., of Danbury,
Connecticut.
The Unimate robot is a manipu
lator containing “muscle, memory,
and control system” integrated into
a
package. It is designed to
handle most repetitive put-andtake operations or to work in un
pleasant or dangerous situations.
Basically, the Unimate Mark II
robot can pick up any article
weighing up to
pounds and
position it anywhere else within a
350-foot working
Placement
is said to be accurate within .05
inches.

Also controls other machinery
The robot can also control the
operation of other machines.

The Unimate has an arm that
can reach from 3½ feet to 7½ feet
and rotate through 220 degrees. At
full
it can rise from four
inches above floor level to a height
of 94 inches. A “wrist” at the end
of the arm can bend 110 degrees to
either side of center. A “hand” at
tached to the wrist has two clamp
ing fingers that will rotate 180 de
grees.
According to the manufacturer,
motions possible to the Mark II can
duplicate most
the human mo
tions performed in grasping and
transporting articles from one loca
tion to another.
The United States manufacturer,
which has been producing robots
at the rate of four a
says it
is anticipated production will rise
to 20 a month by mid-1968.
The English licensee, Guest,
Keen & Nettlefolds, Ltd., will pro
duce the machines for the British
and European market.
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Two-armed Unimate industrial robot in American automobile plant controls
three metal stamping presses producing automotive brackets. Man at right
places flat metal stamping into stamping press at right. When first forming op
eration is completed, robot's two arms move work in process to other presses.
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NCR
Computer

With Overseas

Cash Register
A cash register in London, Eng
“talked’’ with a computer in
Hawthorne, California, for the first
time in a recent experiment con
ducted for British businessmen by
the National Cash Register Com
pany.


land,

Experiment marked 'first’

A central B8500 computer, a portion of which is shown here, will serve as a
common link for nearly 2,500 branches of Barclays Bank Ltd., London. The
manufacturer will also supply the terminal computers for branch banks, so
that the single order ranks as the largest ever placed by a private company.

Barclays Bank Ltd. Purchases Giant Burroughs
Computer Complex to Serve Most of 2,500 Branches
Barclays Bank Ltd., Great Brit
ain, the largest bank in the world
outside the United States, has pur
chased a $32 million Burroughs
B8500 electronic information proc
Kingdom
essing system for what
will be one
of the largest on line-real time
banking systems in use anywhere.
Special TC-500 terminal com
puters, located at most of Barclays’
2,500 branches throughout the
United
will be connected
by telephone lines to the B8500
central system at the bank’s head
quarters
London.
The system will process all as
pects of the bank’s operations, in
cluding instantaneous inquiry and
immediate updating of customer
files. Burroughs President Ray W.
Macdonald is quoted as saying
that “it will also operate as a ser
vice center to handle the account
ing needs of Barclays’ commercial
customers.”
An operator querying the central
computer from
of the bank’s

branches in the United
will have a response within two
one half
maximum,
regardless of
far the branch
is from London. The system is
capable of handling up to one mil
lion transactions per hour.
An important feature of the
computer is that it will be able to
compensate for
possible com
ponent failures within the system
by immediately identifying a mal
function and re-arranging the work
flow to maintain its processing
operations.
The system will include data dis
play units and a high-speed, ran
dom access disk file with four bil
lion characters of memory
an
average access time of 30 milli
seconds.
The central B8500 will be in
stalled at Barclays early in 1969
the complete on line-real time
system will be operational
1970,
prior to decimalization of the
currency in Britain.
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The experiment, which was made
to demonstrate new computer tech
niques for the control of business
transactions
anywhere in the
world, “marks the first time a
sales register has been used as the
input and output station for transAtlantic satellite communications,”
said Robert G. Chollar, NCR vice
president in charge of worldwide
research, development,
manu
facturing operations.
In the demonstration,
originated by the sales register in
London were answered “verbally”
by the computer.
A typical retail transaction was
keyed into the register, each por
tion
which was
by an
NCR 315 computer in California.
The California computer then gave
the London sales register operator
instruction on what information to
enter
and the operator then
used the register to make an in
quiry of the computer system.
Signals between the computer
sales register were relayed via
Early Bird satellite, some 22,000
miles above the mid-Atlantic, using
ground stations at Andover, Maine,
and Goonhilly Downs, England.

Time in milliseconds
The time required for each com
munication to California was
around 300 milliseconds (thous
andths of a second), and even less
time was required by the computer
in California to search its files and
come up with
answer.
The computer responded to an
Management Services
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inquiry about the location of a
merchandise item by constructing
words, which were relayed back
and heard over a sound system.
According to Chollar, although

voice response systems are
not
new, most of those used today de
pend on "canned” messages that
have been prerecorded
mag
netic tape. The experimental NCR
system, however, used the 315 com
puter’s regular CRAM (Card Ran
Access Memory) storage units
in which word segments are stored
as digital values. To form a mes
sage, the computer selects the ap
propriate word segments from the
random memory.
A system similar to the one dem
onstrated, Chollar
could be
used to find inventory level or the
location of an item in inventory. It
could also help the computer as
sume error checking and decision
making routines in a sales transac
tion, thus leaving the salesman free
to concentrate on customer

Japanese, Australians

Both Install Major
Computer Systems
Kinki Nippon Railway Company,
Ltd., Japan’s largest private rail
road, has launched a real time
computer operation with two Univac 418 systems.
Initially the computers, valued
at around $1.4 million, are being
for
automatic seat reser
vation system for express trains
and tourist buses and for auto
matic processing of sales statistics.
Under batch processing pro
cedures, the systems are handling
payroll computation, statistics con
cerning the usage of railway tick
ets, and general accounting tasks
handled for two department stores
by the railroad.
Around 52 teletype communica
tions terminals are located in major
railroad stations and travel agencies
to speed the flow of data to the
company’s main office in Osaka.
Two Univac 418
will

in



Transmission time advantage
One big advantage of the new
system is the speedup in transmis
sion time of telegraphic traffic
sent across the Pacific for routing
through Australia to Southeast Asia.
This routing time will be reduced
to a few minutes.
Another advantage is that by
automatically ensuring that
traf
is transmitted
accordance
with priority rating and time of re
ceipt, the
eliminates the
need for manual checking lists.
The OTC system, which will be
come fully operational in late 1967,
is the second Univac 418 computer
installation in Australia, the first
being located at NASA’s Canberra
Space Communications Centre.

New Products Seen
As Key to Increasing

Competitive Struggle
Competition is going to grow in
creasingly severe over the next five
years, according to a recent Na
tional Industrial Conference Board
report.
Based on a survey of 298 top
marketing executives from a cross
section of industry, the report

shows that a large number of firms
are looking to improved
com
pletely new products to keep them
in the forefront of the competitive
race.

New products vital
The importance of new products
is spotlighted by two of the sur
vey’s findings: (1) 20 per cent of
the average company’s sales come
from products introduced over the
past five years; (2)
out of
ten companies believe that they
will be even more dependent on
new products five years from now
than they are today.
According to the report, the new
products race is being spurred on
by the need to match competitors’
new products, to keep up with
new developments in technology,
and to stay one jump ahead of
changing customer preferences and
requirements.
Nonmanufacturers as well as
manufacturers are involved in the
rising competition, the report
found. A number of executives in
banking, insurance, and transpor
tation firms hold that one of their
biggest challenges in the future
will be to develop new products
in the way of new services.

Substitutes seen as threat
Many of the executives surveyed
predict that much of the competi
tion will spring from new sources
and in new forms. Companies
listed the biggest threats to their
growth as coming from substitute
materials and services, private
label goods, and the effects of
increased industrial concentration
and foreign
The
also found that the
main problems facing marketing
over the next five years will be
filling sales and marketing posts
and upgrading the quality of sales
and marketing personnel, improv
ing direction and control over
marketing operations,
making
more effective use of the computer
in marketing and marketing plan
ning.
9
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also
be installed
Overseas Tele
: People,
Events, by
Techniques
communications
in
Australia.
The new message-switching sys
tem, which will operate from OTC’s
Overseas Telecommunications Ter
minal at Paddington, a suburb of
Sydney, will expedite the transmis
sion and distribution of interna
tional telegrams.
Under the new system, a message
received by
operator for trans
mission will appear on a
screen as he types it, allowing the
operator to immediately detect and
correct errors. The computer auto
matically locates the destination,
finds a vacant channel, and trans
the message. After the mes
sage is completed, its contents are
stored in the computer’s memory.
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NUMBER OF COMPUTERS INSTALLED

Source: ADP Newaletter, The Diebold Group, Inc.

Continuing growth of computer installations in Europe is graphically drama

tized in recent

Newsletter, published by

Diebold Group, Inc.

Germany leads all Western European nations in number of installa
tions, with France and

United Kingdom now tied for second place.

Smaller Companies Feel They Have Major Advantages Over
Larger Competitors in Several Key Areas, Survey Reveals
In
another survey, NICB
finds that smaller companies, far
from being fearful
competing
with larger companies, believe that
they hold certain competitive ad

vantages over
The recently released survey
covers 173 top executives of small
and medium-sized firms, practi
cally all of them with less than
2,000 employees.
Rather than finding
clear
cut conflicting interests between
large and small firms, the survey
reveals an intricate interweaving
of interests, producing benefits as
well as drawbacks for the smaller
firm.
The smaller firms cited their
major advantages as including
greater intimacy with customers
10

and markets; flexibility in produc
tion, marketing, and service; and
freedom to specialize.

Large firm advantages
The major advantages attributed
to larger firms included
ex
tensive product lines, greater man
power, and superior financial re
sources which can stimulate new
product development and promo
tion and soften the consequences
of faulty decision making.
Although
than 75 per cent
of the firms surveyed compete di
rectly with major corporations,
most of the smaller firms regard
the large companies as customers
and suppliers as well as competi
tors.

https://egrove.olemiss.edu/mgmtservices/vol4/iss3/1

More than 75 per cent of the
companies surveyed make a sig
nificant proportion of their sales
to major corporations. The most
frequently cited advantages
selling to large customers: Large
firms usually buy in large quanti
ties, tend to show loyalty to their
suppliers, present few credit prob
lems, and maintain high standards
which benefit the smaller sup
pliers’ entire product line.
The smaller firms’ major com
plaint
dealing with big firms is
customer concentration. The loss
or even the possibility of curtail
ment of business poses a serious
threat to the smaller firm. This
threat can be used by a larger
company to force a lower price.
As well as selling to large firms,

Management Services
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nearly 90 per cent of the smaller
companies surveyed buy a signi
ficant proportion of their materials
from them. The main advantages
cited by respondents are reliability
of delivery, consistency of product
quality, and valuable technical
assistance. The main disadvantage
is the inflexibility of larger firms
in regard to making minor product
into
ans or adjusting policies
and
more
of

special marketing problems.
employ
tems
The smaller companies agree
that the larger firms have a sub 
stantial effect on the overall busi
ness environment, but they differ
in opinion as to whether this in
fluence is good or bad for smaller
firms. Many smaller firms believe
that it is not to their advantage
that in the labor relations area, for
example, the larger firms are the
pace-setters in union negotiations
—setting pay scales and fringe
benefits. As for the recruiting
college graduates, most small firms
say the larger firms are ahead be
cause of their size, resources, and
superior training programs, while
a few small firms feel they can
offer new graduates a better prom
ise of rapid advancement
a
better chance of having their ef
forts readily recognized.

Supreme Court Refuses to
Review Rank Accounting

Decision by Lower Court
The U.S. Supreme Court has re
fused review of a lower court’s de
cision that there is nothing illegal
in a bank’s providing payroll ac
counting services for a depositor’s
employees.
The suit, brought by two Utah
banks against a third, had charged
that payroll schemes in which em
ployees were paid through trans
fer of funds from the corporate ac
count to individual demand de
posit accounts for employees ef
fected a boycott and tying arrange
ment in violation of the Sherman
Act.
The Court of Appeals for the
May-June, 1967
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Circuit,
however, while
agreeing that, if action needed to
transfer funds from the employee’s
account to a bank of his own choice
were “unreasonable,” there would
be restraint of trade, found that no
such unreasonable difficulties ex
isted.
The two complainant banks did
show, however, that the
defendant,
common

the Commercial Security Bank, de
rived the following benefits from
the arrangement:
1. Its portion of the market for
employees’ checking accounts was
to some degree insulated against
competition;
2. Its share of that market did
fact increase;
3. Employee accounts created
by employer action supplied it with
a daily average balance of
than $75,000, and payroll accounts
gave
average monthly balance
in demand deposits of more than
$350,000;
4. It was given a preferred posi
tion for selling other banking serv
ices to the employees;
5. All new employees of em
ployers using the service were re
quired to open accounts with the
defendant at the time of employ
ment.
These payroll accounting sys
are becoming quite
with banks across the country.
Under most of them the bank as
sumes all payroll recordkeeping
functions for the employer and fur
nishes all necessary records to the
employer without charge in return
for having a “captive” group of
employees’ demand deposits. The
now
reasons
On
 
andwithdraw
ees company.
are free to
of company.

their
mergers
entire account each payday
and deposit it in another bank,
however.

Selling Companies Seek

Future Growth in Mergers
Small companies ($100,000 to
$500,000 net worth) selling to
larger concerns in acquisitions or
do so most often to ensure
future growth, while larger com

panies (more than $500,000 net
worth) are more apt to want pro
tection of the gains they have al
ready achieved.
These are among the main con
clusions of a survey of the
so many companies are
en
gaged in mergers and acquisitions,
conducted by Thomas Thompson
Associates, Buffalo, New York.
Selling companies, not surpris
ingly, are most interested in the
growth potential of the companies
to which they sell; second in im
portance to the smaller companies
is the management strength of the
acquiring
To the larger
companies, the earnings record of
the buyer is more important.
According to Thompson Associ
ates, most selling companies, al
though reluctant to admit it, feel
they need in-depth management
strength and look to the buyer for
strong management guidance.
the other hand, most selling com
panies, except for those in serious
financial straits, do not particularly
want to be part of an extremely
large
They fear loss of
identity and are afraid their own
management might be completely
lost in a giant industrial complex.
The most desirable prospects as ac
quiring companies are those with
a sales range of $10,000,000 to
$20,000,000.
A strong preference was found
for payment in cash
stock of
the acquiring company rather than
in stock or cash only.
As for buying companies, almost
all
them were most interested

in more
rapid growth as a reason
for acquisitions. The next most im
portant reason cited was a need to
either complete the product line
or broaden the product base.
Although larger companies seemed
to prefer to acquire larger com
panies, as smaller companies did
smaller ones, many large acquiring
companies were willing to buy
even very small concerns if they
could be readily absorbed into an
existing division. Buyers preferred
to pay cash in buying rather than
use their own stock, exactly the re
verse of the sellers’ attitude.
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